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Greetings 
to Illinois Agents 


The Chicago Fire & Marine Insurance Company takes pleasure in expressing 
its good will and best wishes to the agents of its home state. —The company 
is fortunate in being represented in Illinois by very high class local repre- 
sentatives. This, by the way, is the reputation the company has gained in 
all the states in which it is operating. The Chicago Fire and Marine believes 
that it pays to employ the best type of field men and to secure local agents who 


know their business and who can be intrusted at all times to look after the 
interests of the company. 


The Chicago Fire & Marine is a truly representative American Institution. It believes in 
the American Agency system at all times. It pledges its allegiance to the principles of the 
National Association of Insurance Agents and the Illinois Association of Insurance,Agents. 
The officers and directors of the Chicago Fire & Marine are men of proven worth and suc- 
cessful achievement. They intend to give to Chicago an insurance company that will be 
worthy of the name of that great city. The Chicago Fire & Marine is located in the cen- 
tral section of our great country. Its investments are all in American securities. It be- 
lieves in building gradually, soundly and permanently. 


The Chicago Fire & Marine has been received with favor by local agents in every state in 


which it is licensed because they recognize in this institution an American company for 
American Agents. 


Keep Some of Your Business at Home 


THE CHICAGO FIRE & MARINE 


INSURANCE COMPANY 


Cash Capital $1,000,000 
112 W. Adams St. 
Chicago 


OFFICERS 
Harold M. O’Brien, President 
Frederick O’Brien, Vice-President and Sec’y. 
Charles R. McCabe, Jr., Secretary 


Henry Hoffmann, Assistant Secretary 


William J. Nolan, Secretary 
Willett M. Potter, Treasurer 
Thos. O. McClure, Assistant Treasurer 







































The INDEMNITY COMPANY of AMERICA 


St. Louis, Mo. 


AUTOMOBILE INSURANCE | 





Fire Theft Liability Property Damage Collision 


Written in one contract 


a fe} 


A Company managed by men who have had . 
twenty years of General Agency éxperience, = 
and the Home Office being in nearby St. Louis, b 
makes it especially advantageous to Illinois 
Agents in the handling of their business and - i 
claims. F 


We want an Agent in every Illinois City and - 


Town, particularly in the following: f 

Afton Clinton Gillespie. Lawrenceville e 

Batavia DeKalb Glencoe Lincoln . 

Beardstown Des Plaines Greenville Macomb i 

Berwyn Dixon Harvard Madison b 

Bloomington Downers Grove Harvey Marion " 

Blue Island DuQuoin Havana Mattoon 2 

Breese East St. Louis Herrin . Maywood “d 

Brookfield Edwardsville Hillsboro Moline : 

Canton Elgin Hinsdale Mt. Vernon pe 

Carbondale Elmhurst Hoopston Murphysboro st 

Carlinville Forest Park Jacksonville Ottawa . 

Carterville Genesco Joliet Pekin . 
Centralia Geneva Kewanee Peru 4 

_ Cicero Georgetown LaSalle Rock Island f 

Sterling Streator : 

, 

CH. A. LEMP, President E. C. THOMPSON, Vice Pres. Genl. Mgr. C 

HENRY FE. DAVID, Secretary WM. J. LEMP, JR., Treasurer N 
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Nieois Agents Meet at Springfield 


Question of Plan for Financing Association Given Especial 
Attention—A. J. Anderson of Kewanee Named as New President 
NEW_OFFICERS_ ELECTED 


PRESIDENT 
A. J. Anderson, Kewanee 


FIRST VICE-PRESIDENT 
B. F. Rogers, Chicago 


SECOND VICE-PRESIDENT 
N. C. McLean, East St. Louis 


THIRD VICE-PRESIDENT 
J. C. Robertson, Harrisburg 
SECRETARY-TREASURER 
S. E. Moisant, Kankakee 


CHAIRMAN LEGISLATIVE COMMITTEE 
L. A. Howes, Peoria ; 


CHAIRMAN ORGANIZATION COMMITTEE 
R. C. Sherman, Waukegan 


CHAIRMAN GRIEVANCE COMMITTEE 
George North Taylor, Streator 


CHAIRMAN FIRE PREVENTION COMMITTEE 
Miss Edith Goodspeed, Joliet 


Financing Is + Big Problem | 


—_—_———_} 


HE lI!linois Association of Insur- 

[ anee Agents held a sucessful an- 
nual meeting at Springfield, Ill, 
Thursday and Friday of last week. The 
organization has made great progress 
under J. A. Giberson, retiring president. 
Mr. Giberson has served the association 
with distinction. He is a strong associ- 
ation man, is personally forceful and his 
heart and soul are with the legitimate 
agents of the state. He retires from of- 
fice with the good will of all the mem- 
bers. He was given a rousing vote of 
thanks for his ae i administration. 
A. J. Anderson, of Kewanee, I'l, the 
new president, has a made much noise 


in his work but is a very substantial, 
successful and earnest man. Mr. An- 
derson has been very much interested 


in the Illinois work and will carry it on 

effectively. He has been a strong facto 
in legislative proceedings and has been 
of great help to the organization in this 
particular. 


RESIDENT Giberson was very 

anxious for the association to finance 
itself at this time so that a salaried ex- 
ecutive secretary could be chosen. The 
organization discussed this matter thor- 
oughly, Thursday afternoon. There were 
some present who favored arranging 
for the Illinois Insurance Federa- 
tion and the Illinois Association of In- 
surance Agents to have a joint secre- 
tary. President Giberson recommended 
that at least $7500 be subscribed over 
and above the annual dues in order that 
a full-time secretary could be employed 
to carry on the work of the organiza- 
tion. He said at present there is not 
sufficient funds to pay the traveling ex- 
penses of officers and committeemen 
who go on important missions. He 
stated that the work of the association 
could be increased a hundred fold if it 
was on a proper financial basis. It is 
not likely that the joint arrangement 
wil! be carried out. 


ASPECIAL committee was appointed 
at Thursday’s conference to con- 
sider the subject and see if some rec- 
ommendation could be made at the next 
day’s session. The motion provided 
that five men be appointed from Chi- 
cago and five men from down state. 
The committee consisted of B. F. Rog- 
ers, J. M. Newberger, Lyman M. Drake, 
. W. Olson and August Torpe, all of 
Chicago, A. J. Anderson of Kewanee, 
N. McLean of East St. Louis, S. E. 
Salle of Kankakee, R. W. Troxell of 
Springfield and H. H. Cleveland of 
Rock Island. President Giberson acted 
as chairman of the committee. The 
committee brought in a report the next 
day stating that it recomemnded that 
the new administration see what can be 











done toward getting the association 
financed so that it would have greater 
power and influence. The new execu- 
tive committee is asked to carefully con- 
sider the matter and if possible recom- 
mend a plan at the mid-year meeting. 

The most important feature of the 





A. J. ANDERSON, Kewanee 
New President Illinois Association 


meeting at Springfield was the talk 
Superintendent of Insurance Thomas 
J. Houston, who hit the bull’s eye so 


tar as the local agents are concerned by 

telling them that he was for the agents 

in every sense of the word and prom- 
(CONTINUED ON PAGE 12) 





J. A. 
Retiring President Illinois Association 


GIBERSON, Alton 


Houston Makes Big Hit 


UPERINTENDENT THOMAS J. 
HOUSTON of the Illinois insur- 
ance department made a ten-strike 


al agents at the 
Association of Insurance 
Agents at Springfield last week. Mr. 
Houston Friday afternoon at a 
general conference at which not only the 
but the company men were 


vith the loc 


the Illinois 


meeting of 


spoke 
local agents 
present. 
Mr. Houston said that the insurance de- 
partment is the largest revenue pro- 
ducer in Illinois except the secretary of 
state’s office which has a larger gross 
income. He stated that the department 
was now recodifying the laws and bring- 
ing them up to date, this work having 
been going on for the last six months. 
He said that the recodification will be 
completed in a short time. 


Ets most interesting feature of Mr. 
Houston’s talk was his very frank 
and emphatic statement that he favored 
an agency qualification act. He said that 
the insurance department will favor and 
support any reasonable measure of this 
kind. Through the activity of the IIli- 
nois Association of Insurance Agents, a 
qualifications act was passed at the last 
session of the legislature, but was ve- 
toed by Governor Small. Mr. Houston 
stated that he did not believe that the 
governor had all the facts before him 
and did not review the act in the proper 
light. He believes that if it is presented 
to him as it should be he will sign such 
a bill if passed at the forthcoming leg- 
islature. 

Mr. Houston himself has gotten up a 
tentative bill that will apply to all kinds 
of companies, fire, life and casualty. He 
provides for licenses for agents, brokers 
and solicitors. The agents of Illinois 
companies must be licensed as well as 
those of other states. This is an én- 
tirely new provision as agents of home 
companies are not required to be li- 
censed now. It also applies .to all kinds 
of insurance carriers, fraternal life insti- 
tutions, mutuals, reciprocals and in fact 
agents, brokers and solicitors that are 
canvassing for insurance of any char- 
acter. 


N agent, broker or solicitor under 

the act must be at least primarily 
in the insurance business. The right of 
the superintendent to reject an applica- 
tion license is given him. The depart- 
ment is given the privilege of cancelling 
a license for dishonest or unprofessional 
conduct. This, Mr. Housten said, will 
provide the department some elasticity 
in deciding questions of this kind. A 
solicitor must be employed by an agent 
who is regularly licensed. Mr. Houston 
said that in order to get away from li- 





4 


censing people who are in the business 
to place their own insurance or those of 
a few friends, he would provide in the 
act that an applicant must be funda- 
mentally in the insurance business. 
That must be at least his principal oc- 
cupation. 

In the act he provides for an anti- 
rebate section prohibiting rebating of 
any character and also prohibiting dis- 
crimination among pclicyholders. 


R. HOUSTON said that there are 

about 72,000 licenses issued every 
year by the Illinois department. The 
fees from these licenses take care of all 
the expense of the department. There 
is annual reveriue of $3,500,000 collected 
by the insurance department. Irom the 
net standpoint the insurance department 
is the largest revenue producing office 
in the state. 

Mr. Houston in his talk referred to 
his action in Chicago against certain 
life insurance agents that he charges 
with arranging for cancellation of poli- 
cies and rewriting the assured in new 
companies. He said that these agents 
are inducing policyholders to surrender 
their insurance at a loss to the assured. 
He declared that it was not advisable 
for an agent to tell an assured to drop 
his policy, especially when he is well 
along in paying premiums. He said that 
it meant a financial sacrifice for the as- 
sured to do so. He, therefore, is in 
favor of some act that will enable the 
insurance superintendent to cancel the 
licenses of men engaged in this line of 
work. 

Mr. Houston said that in many re- 
spects the insurance statutes of Illinois 
are antiquated and ambiguous. He 
wants them brought up to date and 
made perfectly clear. 


NOTHER act that he is recom- 

mending and will be embraced in 
the new code will be the licensing of 
public and company loss adjusters. He 
said that he believed that those engaged 
in this work should be licensed. He 
spoke from the standpoint of experi- 
ence, as he has been adjusting losses 
himself now for some 15 years. In 
speaking of public adjusters he said that 
he was not opposed to them as such. 
Some are not informed and do consid- 
erable harm. However, he said that he 
had found cases where a public adjuster 
was very useful in taking care of the 
interests of an assured. Some _ public 
adjusters are very competent and others 
are not. He believes that if they are 
regulated and required to conform to 
certain standards a better type of men 
would be in that business. 


A ke hp egel HOUSTON 
said that in the code he would pro- 
vide for the enlargement of classes that 
companies may write. This recently 
came up, he said, in an application of a 
foreign company to write strike, riot 
and civil commotion insurance. In the 
present insurance act it is not specifi- 
cally provided that companies may 
write this class or rent insurance, use 
and occupancy and so on. While the 
attorney general has given an opinion 
that the companies can write this under 
the act, Superintendent Houston feels 
that it should be clarified and specific 
authority be provided. He said that the 
companies should know just where they 
stand. There should be no ambiguity 
about it. 


E also said that in the code he 
would provide that the fire compa- 
nies be obliged to file all their policies, 
forms, clauses and riders with the de- 
partment and have them approved be- 
fore they can be used. This is the case 
with the life and casualty companies 
and he thinks that in justice to the pub- 
lic and to the agents, this requirement 
should be made of the fire companies. 
He said that his department is now 


_ Supervising 1,138 fire insurance compa- 


nies and institutions of various kinds 
writing insurance. There are 649 fire, 
216 casualty and 273 life. He said that 


THE NATIONAL 


UNDERWRITER 


RESOLUTIONS ADOPTED 


The Illinois Association of Insurance Agents assembled at Springfield recog- 
n'zes the great progress made by the National Association in the past year in 
bringing about a better understanding between the company organizations and 
the agents and commends their continued efforts for better practices in the insur- 


ance business. 


The association commends the work of the National Association 


at its Hot Springs convention and expresses the hope that the work cut out for 


its executive committee in obtaining an 


will not prove insurmountable. 
* 


independent survey of agency conditions 


* * 


_ We congratulate the people of the state of Illinois in having such an able 
director of the department of trade and commerce in the person of William A. 
Murphy, and in having in the division of insurance so well trained an insurance 


man as Thomas J. Houston. 
* 


* a 


WHEREAS, the entrance of banks into the insurance business directly or 
indirectly is in opposition to our American agency system, and 

WHEREAS, some of our banks, directly or indirectly, are inclined to engage 
in the insurance business and become competitors of the legitimate insurance 


agent, therefore, 


BE IT RESOLVED, that we deplore this fact and by this resolution pray 
that the companies will withhold all future appointments of its agencies in such 
financial institutions in towns able to support full-time agencies. 

a oe 


To those who have so freely contributed to the success of this convention in 
presenting te us splendid and inspiring addresses, we express cordial thanks. 

We express our appreciation of the splendid work of our untiring President 
Giberson and ever faithful Secretary Moisant. 

We go on record as expressing our appreciation of the efforts and support 


of the insurance press. 


ite had been estimated that there are 
probably 35,000 individuals soliciting. 

The expense for the department for 
carrying on the department is $270,000 
for two years. This makes an expense 
ratio of 4% percent. Mr. Heuston 
facetiously said that his acquisition cost 
is very low. 


W: said in passing that he had re- 
quested the fire companies to ap- 
point a committee to assist in the 
codification of the insurance laws, but 
they had not responded. He had never 
heard from them abaut it. 

Mr. Houston said that he felt that 


agents and insurance men in general 
and the insurance department should 
work together in the effort to get 


through an adequate qualifications bill. 
He said that there should be a closer 
relationship established between the de- 
partment and the agents. He said that 
Illinois is the third state in the Union 
insurancewise and it is the pivot state 
of the central group. He promised the 
insurance men that he would give them 
the very best service in his power. 

Some discussion arose at the close of 
Mr. Houston’s talk. B. F. Rogers of 
Chicago raised the point as to whether 
it would not be difficult to get special 
forms approved. Mr. Houston said all 
that was necessary was to send the 
forms down and an answer would be 
gotten in a day or two. He said that 
no agency however large would have 
very many special forms. 

In some discussion that arose over 
life insurance twisting he said that he 
had run across a case recently where a 
20-payment deferred dividend policy 
that was 18 years old was surrendered 
and new insurance written. He said that 
the insured by this transaction had sac- 
rificed $3,000 in dividends because of 
the work of a twister. 


ONSIDERABLE discussion arose 

as to action of banks and loan com- 
panies where a loan was made requiring 
insurance to be written with them. In 
some cases it was found that these con- 
cerns had ordered policies cancelled at 
short rates and new ones written in their 
companies. Mr. Houston was asked 
whether he had any authority to pro- 
hibit such a practice. He said that he 
was very sure the department had no 
jurisdiction over transactions of this 
kind. He did not believe that a law 
could be drawn that would stand water 
that would cover it. 

Some discussion arose as to the li- 
cense fee. Some suggested $10 and 
some $25. Mr. Houston said that it 
would be necessary to be conservative 


in this respect. For a broker, he would 
provide $10. A license for agents is 
placed at $2 and for solicitors $1. Presi- 
dent Giberson of the association felt that 
agents should be required to pay the 
license fees, but it is not likely that 
such would pass. 

Superintendent Houston said that in 
the new code he was providing for the 
regulation of live stock insurance com- 
panies in a more adequate way and also 
all unincorporated live stock companies 
which at the present time are not under 
the jurisdiction of the department. 


oo General Counsel C. J. 
Doyle of the National Board, who 
was present commended Superintendent 
Houston for his talk and especially for 
the qualifications bill that he is espous- 
ing. He said that the standard for 
agency representation cannot be too 
high so far as the National Board is 
concerned. He assured.the agents that 
the National Board laws committee is 
entirely in accord with any measure that 
will tend to increase the efficiency. and 
standard of local agents. He denounced 
life insurance twisting as a pernicious 
practice and commended Superintend- 
ent Houston for his courage in trying 
to stamp out the practice. He said that 
a campaign like this required more than 
usual courage. 


R. DOYLE said that in presenting 

the qualifications bill the agents 
should show that it is for the benefit of 
policyholders. The real interest so far 
as legislators are concerned in a bill of 
this nature is to know how the public 
is to benefit by a qualification act. The 
legislators must be shown that the pub- 
lic is not getting the character of service 
that it should because there are so many 
incompetent agents licensed. Mr. Doyle 
said that the National Board will co- 
operate in the effort to pass the bill and 
suggested that the agtnts’ association 
and the National Board get together 
and back the bill with all their might. 
He said that the administration, the IIli- 
nois Association of Insurance Agents 
and the National Board cooperating, he 
felt that there would be no difficulty in 
getting the measure passed. ; 





Casualty Men Present 

Some of the casualty people were in 
evidence at the Illinois meeting. Man- 
ager W. H. Hansman of the Fidelity 
& Deposit, Superintendent of Agents 
E. O. Waggoner of the Aetna Casualty, 
Special Agent Olson of the American 
Surety and Col. Harvey L. Jones of the 
Maryland Casualty, were on hand. 


committee. 


November 18, 1929 








L yirinny M1. Dheake T alae 
Up Agency Problems 


YMAN M. DRAKE, of Chicago, a 

member of the executive committee 

of the National Association of In- 
surance Agents, was the first speaker be- 
fore the Illinois Association of Insurance 
Agents, Friday afternoon. He said that 
he was impressed with the big lot of mail 
that was sent to him from national head- 
quarters, as a member of the executive 
The national executive com- 
mittee will meet in New York, Dee. 4, 
He referred to President James L. Case 
as a man who should be kept permanently 
in the presidential office. He said that he 
is giving a lot of time, effort and money 
to the advancement of the agency cause. 








R. DRAKE said that many agents 

are technically incompetent to han- 
dle insurance business. They do not have 
the training, education, or experience. He 
said that annexes are but one element 
that is contributing to agency competi- 
tion. The big question today in the minds 
of the agents is how to get better repre- 
sentation. He said that qualification laws, 
annexes, bank agencies, acquisition costs 
and all other factors should be carefully 
studied to this end. Mr. Drake referred 
to the resolution passed at the last an- 
nual National Association meeting pro- 
viding for a survey to be made of insur- 
ance production to see whether it is be- 
ing done as economically and efficiently 
as possible. He said that this survey 
should be made by the National Associa- 
tion in connection with the National Board 
and the Insurance Commissioners Con- 
vention by impartial experts, who are ex- 
perienced in making surveys and _ re- 
searches, 

He said that the different branches of 
insurance have had great development. 
Business has increased enormously. Mr. 
Drake said that it is possible now for two 
or three agencies in any community how- 
ever small to make a good living out of 
the business if they are not hampered 
by so many side line competitors. The 
big growth of business shown along alk 
lines affords a greater opportunity for 
agents to get business. The fact, how- 
erer, that a multitude of agents have been 
put in the field has greatly increased the 
expense of operation. 


R. Drake said that companies nowa- 

days find but little competition as 
to rates, forms and practices. The big 
competition is for agents. This has 
brought into the field a lot of feeders who 
really are not competent and should be 
eliminated. 

Mr. Drake illustrated the thought by 
saying that in a certain place in Italy 
there were so many goats that they ate 
all the grass and there was not enough 
left to maintain the goats. The only 
thing to do was to get rid of some of the 
goats so there would be enough grass to 
go around. This condition, he said, pre- 
vails in the insurance business today. 
There are entirely too many agents for 
the amount of business to be had. 


E said that instead of reducing com- 

missions, competition for agents 
should be reduced. When the number ot 
agencies is limited and cut down, then 
the acquisition cost will go down. He 
said today: that’ undoubtedly the stock 
companies are furnishing a far better 
quality of insurance than the cooperatives. 
However, the cost of operation has been 
increased to such an extent that the dif- 
ference between the cost of stock insur- 
ance and mutuals is too great. He said 
that this margin, of course, is unneces- 
sary and should be cut down. Unneces- 
sary competition should be eliminated. He 
said the saving on license fees for un- 
necessary agents would mean much dur- 
ing the year. He said that in the insur- 
ance business three or four men are do- 
ing the work where one could do it Just 
as well. There is this duplication of et- 
fort. He said that no manufacturing 
enterprise could live under such condi- 
tions. Mr. Drake made a strong plea for 


full-time agents. 
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President Giberson’s Annual Address 


fective work along association lines 

have adopted the local insurance club 
idea and every community of any import- 
ance in the state of Illinois should organ- 
ize such a club at once. Several times 
in the past I have needed the assistance 
of the insurance men in various localities 
and in every instance I have had to trust 
to luck in telegraphing to some agent 
whom I knew. In some instances it hap- 
pened to be the right man, in others he 
was not the man who could command the 
support of his fellow agents. Had there 
been a local organization in that town 
with its officers listed at headquarters I 
could have secured prompt and effective 
cooperation. I find in some instances that 
it is very hard for any local agent to at- 
tempt to organize a club because of local 
jealousies. An executive secretary could 
easily effect such an organization. 


Tie states that are doing the most ef- 


T is unfortunate that there is no regu- 
| lar method or system for the collection 
of insurance 
that 


and because of 
agents are “easy marks” 


premiums 
fact local 





THOMAS J. HOUSTON 
Illinois Insurance Superintendent 


and the general run of their premiums 
are paid any time from three to six 
ba after a policy is effective. All 
agencies doing any volume of business 
have thousands of dollars of overdue 
premiums, This evil could be corrected if 
the agents would organize an insurance 
club and adopt some definite rule on col- 
lections. 

The New York State Association has 
set aside the week beginning Nov. 12 as 
“Read Your Policy Week.” They have 
staged a very extensive advertising cam- 
paign and are attempting to have all of 
the policyholders read their insurance 
contracts. You men know that it is much 
easier to do business with customers who 
know the provisions of an insurance con- 
tract than it is with those “trust to God” 
and the insurance gent to be properly 
protected. I will say in behalf of the in- 
surance agents that we do a very good 
job in taking care of the uninformed pub- 
lic, since most of the time we have to deal 
with customers who positively’ will not 
inform themselves about the simplest re- 
quirements of an insurance contract. I 
recommend to the incoming officers that 
such a campaign as this should be 
launched in Illinois. 


HE matter of survey agents has been 

discussed very thoroughly by a num- 
ber of state associations and perhaps no 
state in the union has so many survey 
agents as Illinois. It is a question that 
will have to receive our consideration one 
of these days. In years’ gone by there 
might have been some justification for 


survey agents but since the advent of the 
automobile the agent in the larger center 
can easily inspect all property in the 
small towns and villages and can render 
a service more satisfactory than a survey 
agent possibly can. The pity of the whole 
situation is that the companies pay the 
survey agent the same rate of commission 
that they do a full time, conscientious 
agent. 

I cannot discuss acquisition cost with- 
out repeating what I said at the national 
meeting at Hot Springs and in order to 
save time I suggest that you read that 
paper. There is one point that I wish to 
emphasize and that is that I am firmly 
convinced that the companies are main- 
taining hundreds of agencies that cost 
more to supervise them than they can 
possibly obtain in profits. Most of these 
small agencies are merely leeches and 
their existence cannot be justified. I sug- 
gested that a flat 10 percent commission 
be paid to all agencies of any company 
producing less than $500 in premiums, 
that 15 percent flat be paid to all agen- 
cies producing less than $1,000 in premi- 
ums, and beyond that volume the prevail- 
ing maximum commission be paid and 
that that maximum commission be the 
same in every state. 


VERY once in a while someone breaks 

into print and assails the local agents 
because they are not especially active as a 
class along fire prevention Iines. Even as 
distinguished a person as Captain J. J. 
Conway denounced us in scathing terms 
saying that we failed in our duty along 
these lines. I am willing to be charitable 
with him on account of his remarks, be- 
cause there is not a successful agent in 
Illinois who is not constantly doing fire 
prevention work, not the ‘ ‘Hooray stuff,” 
which perhaps Captain (Conway was 
thinking of, but the constant everyday 
elimination of fire hazards which reduces 


the rate automatically. More sprinkler 
equipment installations and fire proof con- 
struction are accomplished because of the 
advice of some local agent than from any 
other cause and in my own locality I can 
prove this statement with overwhelming 
evidence. No doubt there is room for 
much more work along this line where no 
effect in rate could be shown, and much 
could be accomplished if we could close 
up our offices and devote our energies 
along this line. But what encouragement 
do we receive to engage in this very 
laudable work, when the companies harass 
the men who are making insurance their 
business by the appointment of anyone 
as an agent whom they can get to take 
their supplies and whom the state is will- 
ing to license, regardless of the fitness of 
the company’s appointment. All the great 
state of Illinois is interested in is that the 
company pay the license fee. 


HERE has been some discussion from 

time to time of the confusion caused 
by the red tail lights on automobiles. Red 
lights on a railroad mean danger and that 
the engineer should come to a dead stop. 
The red lights on automobiles are confus- 
ing and in most instances are used to show 
that there is an object to which they are 
attached. Some other system should be 
adopted, and perhaps a green light used 
for a tail light and side lights and the 
red light used only for the stop signal on 
automobiles. 

I had hoped that the grain association 
would respect our wishes and become an 
exclusive stock company organization. I 
note that there are still three mutuals 
listed as members and that they assume a 
total of slightly over 10 percent and cer- 
tainly there are stock companies that 
could be prevailed upon to take this allot- 
ment. 

I wish to congratulate a number of the 


Importance of Rain Insurance 


Presented 


HERE was an important presenta- 
T ition of rain insurance at the meet- 

ing of the Illinois Association of 
Insurance Agents by one of the home 
office men. He said that department 
store special sales offer a very fine pros- 
pect for rain insurance. L. S. Ayres & 
Co., conducting a big store at Indian- 
apolis, took out $57,500 rain insurance, 


the commission being $5,600. The rate 
was partly $11.44 and $8.25 Many 


stores have certain fixed charges that 
they have incurred for a sale. dver- 
tising has been done and extra expense 
has been incurred to provide for the 
sale. Adverse weather will affect the 
sale. As usual, in canvassing such 
prospects, an agent should ascertain 
about what a store expects to have in 
gross sales, then find out how much a 
rainy day would affect the sale and in- 
sure the loss of anticipated profits on 
account of the rain. If rain falls to the 
extent of one-tenth of an inch or over 
during the hours for which the policy 
covers then the company is liable. 


; nag policy provides that it can- 
not be cancelled by either party. 
This is a very just arrangement and 
prevents advantage being taken by 
either side. A commission of 10 per- 
cent is paid for rain insurance, but the 
premium usually is high and it is a good 
line to solicit. When a claim is made, 
a letter from the local weather bureau 
is required telling about the rainfall in 
that locality between the hours stipu- 
lated in the policy. All rain policies are 
valued. There is no moral hazard and 
no chance of consequence for the as- 
sured to take advantage of a company. 


to Illinois Agents 


Anniversary sales, special sales and 
anything of that kind afford an oppor- 
tunity for rain insurance. 


AREFUL agents will sell an assured 

what he needs in the way of insur- 
ance but will not sell what is not 
needed. On ordinary occasions a mer- 
chant will not be interested in rain 
insurance and an agent should not at- 
tempt to sell it. Rain insurance is for 
special occasions. Baseball games, 
county and state fairs, and so on, are 
always good prospects to canvass. The 
insurance company requires that the 
application be made five days in ad- 
vance of the event. 

There are now 13 companies either 
writing rain insurance or proposing to 
write it. The North America is look- 
ing into the subject and is said to be 
preparing to write this class. Where 
there is no local weather bureau to 
measure the rainfall, companies will 
send a rain gauge to the agent so that 
he can put it out during the hours the 
policy covers. Three disinterested par- 
ties are appointed to make the reading. 
A special rain gauge has now been 
manufactured for the benefit of insur- 
ance companies and undoubtedly this 
will be used extensively during the 
coming year. 

Every county in the country is rated. 
The rate is based on the average fre- 
quency of rainfall in a special locality. 
The highest rate is 22 percent. The 
average is about 12% percent. The 
companies, by a rider, will cover loss 
from snow, sleet or hail. When this 
falls in the gauge it is melted and 
counted as rain. 


companies who have adopted a progressive 
and modern advertising system. Many 
of the advertisements in the insurance 
press today carry information to the lo- 
cal agent, and the progressive agent must 
read the advertisements as well as the 
news contents of our trade papers. Many 
of these companies are furnishing high 
class advertising material to their agents. 
This advertising is varied in its form, in- 
cluding material for local newspaper ad- 
vertising including mats and cuts, attrac- 
tive folders on every subject of insurance, 
attractive form letters, window poster 
service, all of which is valuable to the 
wide awake agent who knows how to 
use it. I do not agree with my friend 
Sherman from Waukegan that the com- 
panies are wasting money in giving this 
service. There may be some waste in 
sending their advertising material out 
broadcast but the intelligent advertising 
manager is first finding out what the 
agent can use before he sends him more 
than a sample. I can agree with Mr. 
Sherman that the company who sends 
window posters to the agent who has no 














Ss, E, 
Secretary Illinois Association 


MOISANT, Kankakee 


windows is wasting money but instead of 
stopping their advertising service I sug- 
gest that they fire their advertising man- 
ager and secure one who can use better 
judgment. 

One of the most exasperating experi- 
ences is to have some agent come for- 
ward with either one of the following 
questions: “What do I get out of the 
association?” or “Such and such a condi- 
tion exists in my town and | wish that 
the association would straighten the mat- 
ter out at once.” Now, the man who asks 
the first question ought to have his li- 
cense taken away from him at once and 
the other man is usually the fellow who 
pays the minimum dues of. $7.50 and if 
we can’t accomplish the results that he 
desires he immediately condemns the as- 
sociation forgetting the fact that the offi- 
cers are local agents, serving without 
pay and that the treasury of our associa- 
tion is not in condition to pay the ex- 
penses of the proper officer or committee 
who might be sent there to straighten out 
his troubles. 

I can’t for the life of me understand 
why any agent can refuse to see the mer- 
its of this organization, can refyse to 
realize what it has accomplished and to 
see the possibilities of such an organiza- 
tion as proposed under the reorganization 
plan. am confident that after one 
year’s trial with an executive secretary 
plan we will have an organization that 
will merit the support and praise of every 
legitimate insurance agent in the state. 
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gent to Manager” Viewpoint Given 


most necessitates the telling of the 

story of my life. I cannot help but 
feel the wisdom back of the old saying 
that “A Rolling Stone Gathers No Moss.” 
I rolled into an insurance office at 20 years 
of age, rolled from there into a high-grass 
special agency, thence into a state agency, 
on up into the rank of local agent, and 
then across into an executive position of a 
company; and now after 19 years of in- 
surance rolling, I find that less moss, 
than I had hoped for, in the nature of real 
insurance knowledge clung as I merrily 
rolled along. Today I think I only have 
one big worth while thing out of these 
two decades,—that is an appreciation of 
the value of viewpoint. 


; subject “Agent to Manager” al- 


NLY since the last change in my work 

can I see the honesty behind the dif- 
ferences in opinion which exist through- 
out our business, and which seem so in- 
surmountable. As a state agent in charge 
of the business of a company in this great 
state of ours, I had definite ideas on how 
the business should be conducted, both by 





H. G. CASPER, Chicago 
Assistant Western Manager Westchesie: 


the managers and by the local agents. I 
think I expressed my opinion of you gen- 
tlemen about three years ago. I will ad- 
mit, however, that I was more discreet at 
that time in expressing my opinion of 
managers. Shortly after that denuncia- 
tion of you [ joined your ranks, and in 
your generosity you took me in and made 
me welcome. Oh, how shortly thereafter 
came my 
humble moments with my thoughts of 
what might have been and what I might 
have done to help and cheer those agents 
who suffered my visits. During my 
three years as your brother, my opinion of 
managers did not change and I think one 
great pleasure in the contemplation of the 
new work last March was my great op- 
portunity to lead these poor deluded man- 
agers into right ways and bright places. 
I am going to be somewhat handicapped 
in my role of “Moses,” however, because 
I find now, what I found when I entered 
your ranks, that the problems which 
looked so easy are as big as mountains, 
and that the leaders in these ranks, as in 
yours, are big men, and are, and have 
been, sincerely grappling with their prob- 
lems as they saw them. 


NOW wish, in order to complete the 

circle, that I could be deprived of every 
thought gathered on our side of the in- 
surance. fence, and for a couple of years 
think only as a layman and large pur- 
chaser of insurance, then come back to 
this work with a clear understanding of 
all three sides of the business. 

Knowing nothing, as admitted, about 


awakening! I spent many 


By HARRY G. CASPER 


the purchasers’ side of the question, I can 
tell you nothing but simply want you to 
remember at all times that there is such 
a side, that it is a most important side, 
and a particularly serious side, because 
none of us, on account of our training, 
know anything of that side, and therefore 
cannot even convey it to one another. 
Until fire prevention associations - were 
formed there was no point of contact with 
the public.—no common ground for meet- 
ing. It is unfortunate that this feature 
of our business has not been carried fur- 
ther by both company men and _ local 
agents. Much good has been done, and 
inder the arrangements recently com- 
pleted much more good will be done. 
rl bright day is not now far distant 
\ fire insurance as a business will not 
feel isolated as heretofore and will take 
its proper place as a constructive force 
instead of just necessary. 





IGHT months as assistant to a man- 
ager with sincere ideals have given 
me at least a slight insight into the trou- 
bles which accrue to everyone in an off- 
cial position, as he strives for the millen- 
nium, and 99 percent of the executives are 


Harry G. Casper is one of the younger men in the managerial ranks. 


breaking in, so again Manager Roe and 
Manager Doe are of one mind. 

I could cite very many such diversities 
of interests, but will let you assume the 
others. 


OW, let us come back to visit “Local 
Agent Land.” Are you all of one 
mind on the question of qualification of 
agents, proper mode and percentage of 
remuneration for your labor and under- 
writers agencies? I realize, of course, 
that Dave McFiggen, having represented 
the “Asbestos Underwriters” for a million 
years, feels that they are a worthy institu- 
tion, and have earned their spurs, but I 
don’t see how Dave can consistently object 
to the “Hand in Glove” and its 57 broth- 
ers, when their only fault is their youth. 
Maybe Dave never was a boy himself. 
Personally, I dislike underwriters agen- 
cies—I disliked them as a field man and 
planted one—I disliked them as a local 
agent and represented one dislike them 
now and my good company maintains 
one. In my opinion they perform no 
economic good. But let’s be consistent! 
If they are functioning to some worthy 
end, and filling some meritorious need— 











Within the past year he was called from his local agency work to take the 


assistancy in the western department office of the Westchester. 


He is an 


aggressive, able man who has studied the business from both the company 
and agent’s viewpoint and, as he po ‘nts out, has learned to respect the 


value of viewpoint. 


Formerly a special agent and later a state agent, he 


took up local agency work, this last year giving that up for the new com- 


pany connection, 


For this reason his observations on the underlying trou- 


bles in the business are of special value—and he has voiced decided opinions, 


on several matters of importance. 


It is Mr. Casper’s opinion that the 


greatest deterrent factor in the way of perfect harmony in the business is || 


agent, company and policyholder. 


so striving—tlp other 
tively retarding, only 
their inactivity. 

The very fact that a manager is such, is 
roof that he is a big man (for fear of 
misunderstanding, modesty makes me call 
your attention to the fact that I am only 
an assistant), and as such has_ well- 
founded, worthy That these ideas 


percent not ac- 
adding nothing by 





differ as to method (they never do as to 
result desired) is further proof of the 
bigness of individuality and is a healthy 


cendition after 





without difference 
of opinion, no business or profession 
wanla progress. 

I have noted at times what seemed to 
be slight pigheadedness and maybe a little 
ego—but as I have already admitted, that 
may be only a question of viewpoint. One 
thing I do know, however, with only my 
f observation, there is less of a 

e-and-take spirit than there should be; 
and for fear I am giving too much pleas- 
ure to a few of you, don’t overlook the 
fact that those defects exist in your ranks 
just as strongly. 


DON’T believe there is any business 

wherein there is the room for such a 
difference of opinion as there is in ours. 
Manufacturers of the same article seem 
to he confronted with ahout the same 
problems,—raw materials, power, labor and 
transportation. However, the records of 
“Ashestos Underwriters” show that it 
has lost money on churches and made 
money on dynamite factories, hence Man- 
ager Doe can never agree with Manager 
Roe of the “Hand in Glove Underwrit- 
ers” whose experience is decidedly oppo- 
site. The “Asbestos” has a big farm 
business in Towa, so is decidedly against 
the use of the so-called suspension clause 
in that state, but highly regards it in Wis- 
consin where the “Hand in Glove” has all 
the edge, and they are having trouble 


the 


| the lack of understanding on the three necessary viewpoints, those of the 


then why not hush about them? If they 
are parasites, producers of discord and 
performing no economic duty, then they 
should be discarded one and all. 


OW, on this big question that is so 

vital at this moment—acquisition cost 
—have each and every one of you given it 
serious thought and come to a conclusion 
in keeping with your best judgment, and 
unselfish and unbiased in that judgment? 
Personally I think our present so-called 
“graded scale of commission” is barbaric, 
—a producer of many of the ills of our 
business. The old flat scale was immeas- 
urably better. 

I think today that a five-year record of 
the business in our own state will show 
that this misnamed “Preferred Class” 
shows the highest loss ratio—yet it is the 
most costly class. From your standpoint 
certainly it is the preferred class that 
2 the side liner. He can not in- 
sclligendt take care of the other classes. 

On that day, however, that there is 
worked out a proper flat percentage with 
a proper contingent—on that happy day— 
we will have taken such a step forward 
that all our troubles will be little ones. 

Today I am firmly convinced that 12% 
flat and 12% contingent is the proper per- 
centage (deducting only losses and taxes 
from premiums to ascertain amount sub- 
ject to contingent). 

I firmly believe this will reduce the loss 
ratio—answer in part the question of ac- 
quisition cost—drive the curbstones out 
of the business—answer in part the ques- 
tion of agents’ qualifications, solve much 
of the bie broker trouble, and alleviate the 
disreputable practice of overhead writing. 

Maybe I’m young and hopeful, maybe 
just ignorant, but I have a lot of fun 
dreaming of what I would do if I were 
supreme dictator of this wonderful busi- 
ness which you and I love so well. 


geese perfectly that I am to be 
shot at sunrise for the treason al- 
ready expressed here tonight, I may as 
well die for a sheep as a lamb, so I am 
going further and admit that as a matter 
of right and wrong I agree with you ab- 
solutely on the sole agency question, and 
wish much strength to your right arm, 
The reasons I would give for this are 
identical with those you would voice, so I 
need not take up your time. 

High commissions produce a condition 
which is the just result of the axiom 
“every cause has an effect.” High com- 
missions are followed by an excess of 
agents and brokers just as naturally as 
indiscretion is followed by indigestion. 

Now I wonder if I have hewn to the 
line of “Agent to Manager.” All I hoped 
to really accomplish was to show to you 
the merits of approaching every question 
in this critical period of unrest with an 
open and generous mind. For as I have 
confessed, my last change—agent to man- 
ager—has shown me clearly that my opin- 
ion changes honestly as my viewpoint 
changes. Realize that each question now 





GEORGE NORTH TAYLOR, Streator 
Chairman Grievance Committee 


disturbing the business is a triangular one 
and equilateral. There is a common 
ground, a field of velvet smoothness where 
al! can meet, and open mindedness and 
generosity will find this spot. 


Secretary Moisant’s Report 


The annual report of Secretary-Treas- 
urer Shirley E. Moisant of Kankakee 
showed a healthy growth in membership 
and a big year financially, though there 
was a slight deficit for the year shown. 
The membership has increased 83 during 
the fiscal year, jumping from 426 to 509. 
Total disbursements were $4,504, $2,233 
being paid to the National Association. 
This closed the year with a deficit of $329. 





Olson Address Kiwanis Club 


C. W. Olson of Chicago, secretary 
of the Illinois Insurance Federation, 
was the speaker before the Kiwanis 
Club of Springfield, Ill. Friday noon 
at the time of the Illinois Association 
of Insurance Agents was in_ session. 
Mr. Olson made a big hit before the 
club as he told some of the important 
features of insurance work. 





Arthur G. Craig, one of the exam- 
iners in the western department of the 
American of Newark, is making a trip 
through the state with State Agent 


Hess and attended the local agents’ 
meeting at Springfield, Ill 
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program committee selected a boy from 

down in the country to come to the 
capital of his state to make a talk to you 
today in regard to the planting of banks 
as insurance agencies. Perhaps this asso- 
ciation wanted to stand before you a liv- 
ing example of a country lad who has 
had the experience of competing with a 
bank agency as we are now having the 
trials of it. And, again, it may be that 
our country is the only one infected with 
this dreaded disease. No doubt, several 
of you gentlemen have practically the 
same thing in your town for it continues 
to be the pastime of some companies 
and their representatives te plant bank 
agencies, forgetting, it seems, the worth- 
whileness of the insurance agent who has 
qualified as an “insuror.’ 

Those companies, I fear, will some day 
miss the personal solicitation of the con- 
scientious and hard-working apos stle in 
the vineyard of insurance, and wake up to 
a full realization that the man who stands 
behind the cashier’s window and forces 
a large part of his insurance on his good 


|: is hard to figure out just why this 





JOHN G. GAMBER 
Illinois Fire Marshal 


customers is not even an “exponent of 
service” and if I were president of such 
a company I would see to it that my busi- 
ness policy sure enough contained an “Old 
Age Benefit” clause, that is to say, a pen- 
sion after 65. I would fear that my com- 
pany would need to take advantage of it. 
for if the agents will do their part the 
bank companies will be dead but. still 
living at age 65, counting time from wh en 
they first entered banks. 


T is not my purpose at all to mention 
4 any company’s name for I fear it is an 
injustice to them, and I recommend thiat, 
in this discussion, we refrain from com- 
pany mention. Give them a chance to get 
out and clean out all newly appointed 
bank agencies. 

Further, I fear that it will work a dis- 
advantage to negotiations that are now 
under way between our various organiza- 
tions, including our National Association, 
for it is my understanding that this sub- 
ject is being discussed largely between 
companies and heads of our organizations, 
and that practically all companies are 
showing a _ willingness to co-operate 
with us. 


F, after a fair trial, some do not get out 

and clean out, then I am willing to be 
one of a party to scalp them and parade 
the insurance avenues with those compa- 
nies’ heads on a pole. And when we 
start, let’s go together, keep step, march 
in unison, think together, do what we are 
told to do, get properly organized, and 
function. 





[LLINOIS LOCAL 


AGENTS’ NUMBER 





Sharp Denunciation of Bank Agencies 





By J. C. ROBERTSON 





J. C. Robertson, Harrisburg, IIl1., 


local agent, sounds a warning on the 


problem of bank agencies, ind-cative of the feeling in all small towns where 
this matter has become oppressive to the local agents who have devoted 


their entire time to the business. 


Coming from Harrisburg, where the situ- 


ation has been especially troublesome and has attracted the attention of all 
the country, Mr. Robertson gives voice to his personal views and these of 


his fellow “insurors.” 


He is both attempting to hold in check those who 


would take radical action and also trying to muster the forces of the agency 


Put it on a military plan, so to speak. 
Let the various state associations be the 
company, the regional associations be the 
brigade, and let the National Association 
be the army, and then let’s go bear hunt- 
ing. The man who hunts “doodle bugs” 
can well go alone but he will only find 
“doodle bugs.” The man who hunts bears 
had best have a party for he is likely to 
meet a bear and when he does, that bear’s 
skin is worth money. 


ND, again, I say, let’s keep step, 

march in unison. Up at St. Louis 
there is a bridge spanning the Mississippi. 
I understand that there is no objection to 
thousands of men standing on that bridge, 
hundreds of thousands of them, if there 
can be found room, but when-a hundred 
men who are trained to keep step start to 
march in unison across that bridge they 
are asked to break time and save the 


bridge. We will be asked to stop and have 
mercy when the 10,000 members of the 
National Association get in line and keep 


step, march in unison and ask the com- 
panies to discontinue the planting of bank 


ranks to cooperate in showing the companies their stand. 


agencies. The “doodle bug” hunter can 
never do it alone. That is the adv: 
of association work. 

It is a rule of the National 

I understand it, that as an association, 
it will not say to the companies they must 
not plant any kind of agencies. Mr. Case 
says they will never ask that, but the 
agents can and have the privilege of hand- 
ling that themselves. 

Let me say just here that our various 
conferences will take care of a great deal 
of our troubles in a nice way. Thank 
God for them! I understand that we are 
invited to most all of them now, including 
casualty conferences. 





Association, 


THINK the field men should be noti- 

fied by bulletin of our attitude toward 
bank agencies. I understand that our Na- 
tional Association’s secretary has that in 
mind. Quite a few of them have stated 
that they did not know it was in the least 
out of the way to plant bank agencies 
Let me say that the field man who does 
not know it now, admits, on the face of 
it, that he does not read the insurance 


R. E. Vernor Gives Figures on 
Nation’s Immense Fire Waste 


ICHARD E. VERNOR, who re- 
R cently took charge of the fire pre- 

vention work for the companies in 
Chicago under the supervision of the 
Western Actuarial Bureau, spoke at the 
banquet of the Illinois Association of 
Insurance Agents at Springfield last 
week. He said that there are 15,219 
lives sacrificed because of fre every 
year. He figures that there is $1,000,- 
000,000 lost by fire in this country every 


year. He figures it as follows: $505,- 
000,000 sound values destroyed; $12,- 


000,000 standing timber; $296,000,000 ex- 
pense of fire departments and water 
works; $75,000,000 financial loss of life; 
$42,500,000 for those injured; $69,500,- 
000 for loss in profits and delay on ac- 
count of fire. 


R. VERNOR said that last year 

proved to be the heaviest form a 
loss standpoint since 1906 when the 
San Francisco conflagration occurred. 
He said that no nation can stand so 
great a wastage continuously. It will 
eventually bankrupt any nation. He 
asked what might be the remedy to 
check the fire waste. Shall we increase 
rates? Shall the fire departments be 
made more efficient and be increased in 
personnel? He said that increasing 
rates would not save the day. This was 
tried out in automobile insurance and 
proved a failure. Increase in fire de- 
partment man power will not solve the 
problem. He said for example that the 
Burlington building fire in Chicago was 
easy to reach and yet there was a vast 
loss even with an efficient fire depart- 
ment. He said something can be done 
in having local ordinances passed that 
will tend to decrease hazards in various 
ways. And again fixing of individual 
responsibility will be a great help. He 


said that the foreign born people appre- 
ciate this as they are held responsible 
abroad for any loss. He said there 
must be an active, conscientious and in- 
telligent campaign for fire prevention 
all along the lines. It will pay in dol- 
lars to conduct a campaign. He said 
that fire propaganda must be spread 
over a large area. 


R. VERNOR declared that fre- 

quently people say that the fire 
companies want more fires so that they 
can get high rates. He called attention 
to the fact that most of the risks can- 
celled by fire companies for cause are 
high rated risks. Insurance companies 
really prefer clean business that is as 
free as possible from physical hazard. 
He said that the public to some extent 
feels that the insurance companies in- 
vite losses in order to advertise theit 
business. He said that while the insur- 
ance companies are in the business to 
pay losses, they are not in favor of such 
a heavy loss by any means. Too heavy 
a loss, he said, would eventually break 
the back of insurance. 

Insurance companies, he said, have a 
real responsibility to the public and 
they realize it. It is up to them to 
show the public how a fire loss can be 
decreased. He said that the insurance 
companies should keep away from 
questionable lines. The local agents 
can do very much in this regard by 
heing better underwriters of bus‘ness. 
They should avoid overinsuring. Every 
Iecal agent shou'd post himself on fire 
prevention and learn how to be a fire 
prevention counsellor in his own com- 
munity. There should be a fire preven- 
tion committee in every city and local 
agents should be members of it. They 


should study their various risks and see 
what can be done to improve them. 


journals, and the next one of these whom 
I meet I will subscribe for some of our 
good magazines and send them to him if 
his company does not relieve him of his 
capacity before I have fime ~ I were a 
held man, I would never make that excuse. 
I would simply say that I thought I could 
place being a little 
lowever, we love the 
we must have them. Probably 
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out “of the way. 
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we would never pay our balances without 
them. 

, They hurt 
principles. A bank 
unprejudiced when 
lest loan. He should 

1 coal company, a manu- 
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Mr. Hart, head of the department of 
braska, declared 


Ly is year that the banks must 
get ce from insurance companies 
s state t they must either get in 
insurance business and quit banking, 





R, E. VERNOR, Chicago 
Manager Fire Prevention Department 


Western Actuarial Bureau 


that one or both stands to 
lose. He st sts that they get out and 
leave the Wt ing of i insurance to trained 
underwriters They must quit buying 
business with their cash reserve. 

In going over the business of one bank 
that failed in Nebraska he found the 
banker holding licenses for 16 companie 
and perhaps that is why he failed. He 
tried to combine the two businesses. In 
fact, he was an insurance agent who kept 
open a bank at his office. 


> Ture are repeated tnstances where 
the insurance companies have deposited 
$10,000 to $20,000 with the bank under 
contract that it is to remain there as long 
as the banker sends in a stipulated amount 
of business each year. The banker mort- 
gages himself to the company, together 
with a considerable part of his time, and 
when stringent times come it is a difficult 
job for him to send in the stipulated 
amount of business. At this hard time, 
the deposit is withdrawn, and in many in- 
stances the bank fails. 

The receiver then contests the validity 
of these deposits against the guaranty 
fund, or third party, so to speak, the 
courts have been holding these as bills 
pavable to share with other creditors. 
Hence, all lose together. Then we find 
the poor notes taken by the banker, as 
agent. and converted into certificates of 
denosits, and various other had practices. 

Let us pray that the courts will write 
still new laws on this subject. 


or vice versa; 
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eee Cooperation Among 


Insurance Men Called Cure-All 


BY GEORGE 
President, Franklin 


tion I noticed this excellent slogan, 
“To Support Right Principles and 
Oppose Bad Practices in Underwriting.” 
Such a slogan signifies, to me, that the 
ethics of right conduct in the minds of 
your association leaders is properly looked 
upon from a practical, hard-headed, busi- 
ness point of view. We are sometimes 
prone to look upon an ethical problem as 
too ethereal, not substantial enough for 
business. But business which is finan- 
cially profitable and economically valu- 
able, cannot by any contortion of the im- 
agination be separated from good ethics. 
You can’t have good business with bad 
ethics, nor good ethics with bad business. 
Either both are good or both are bad. 
An organization, like an individual, is 
judged by its conduct. If it is sincere and 
gives expression to its “support of right 
principles,” and its “opposition to bad 
practices” in acts calculated to promote 
the business welfare of its patrons, it is 
not only entitled to, but invariably re- 
ceives the support and confidence of the 
public. 


ECESSARILY the point of contact 

between an organization and the pub- 
lic is the individual unit of the organiza- 
tion, the person representing that organi- 
zation. Such an individual in a business 
like yours ma¥, by unethical acts, by un- 
businesslike methods, by unfair competi- 
tion, not only bring the business as a 
whole into disrepute, but actually injure 
every other member of the business. It 
is true that, by the very law of compensa- 
tion, the guilty man in the final analysis 
will suffer more for his own acts than 
those others whose faces he blackens,— 
thou canst not blacken thy brother’s brow 


O* the letter heads of your associa- 


B. STADDEN 
Life Insurance Co. 


without handling soot,—but this personal 
and well deserved penalty will not alle- 
viate in the least degree the wrong done 
to others. And look at the damage he 
may do by creating suspicion and thus 
withholding the protection of insurance 
from those who need it. 

In drawing this picture, I desire to em- 
phasize the fact that one unprincipled 
agent may do more. harm than many of 
the rest of us can repair. He is our prob- 
lem. We cannot avoid the responsibility 
for, nor escape the penalty of his acts. 
How shall we deal with him? Suppose 
we examine the problem in the laboratory 
of reason. 


N the first place, what are the things 

which lead to the reprehensible practices 
which threaten our legitimate businessr 
There is misunderstanding, fear, selfish- 
ness, thoughtlessness, ignorance, suspicion, 
and jealousy. If we mix them all together 
we find ourselves possessed of a terrible 
brew that the witches of old could reason- 
ably have envied. Luckily we rarely find 
such a mixture. The degree of intelli- 
gence required of insurance men is too 
high. But the agent who represents our 
problem suffers from one or two of these 
elements in a greater or-less degree, and 
-they lead him into all sorts of trouble 
breeders, such as rate-cutting, commission 
dividing, or, as we term it in life insur- 
ance, rebating, twisting, etc., under the im- 
pression, I am convinced, that “competi- 
tion” warrants it. 


HIS is a perverted idea of competi- 

tion. 

As an insurance man, my duty and my 
inclination lead me to urge fire insurance 
protection upon the man who needs it. If 
a fire insurance policy protects him from 
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pete ruin, his feeling toward all other 
right insurance is kindlier, he has had a 
practical lesson in the benefit of insur- 
ance, and my problem,—to insure the 
monetary value of his life to his depend- 
ents is made easier. In my own field I 
may talk to many prospects, preparing 
them to embrace what I urge upon them, 
without placing a policy with one of them. 
Another man may follow me and place 
policies with them all. I have preparéd 
the way for him. Do I reap a recompense 
for so doing? Most certainly. He has 
probaly done exactly the same thing for 
me in an equal number of cases. But if I 
war with him, making it impossible for 
him to follow me to his profit, he will do 
the same against me, and we both suffer, 
and at the same time we condemn inno- 
cent, insurable men to possible disaster. 
Guerrilla warfare has no place in the field 
of insurance. In this business we cannot 
hope to stand alone, and, conversely, the 
greater the help which we give to others, 
the more benefit we may derive ourselves. 


A a matter of fact, in our business, 
there is a great deal more of selling 
insurance as an idea, than of selling insur- 
ance policies. We sell the insurance idea 
today, last week, or last year, and we 
take an application for the policy day after 
tomorrow. We think the sale is made 
when the application is taken, but in all 
probability someone really made that sale 
long ago. 

When a prospect is approached by an 
agent whose idea of competition is to get 
the business by means not ethical, the 
proper term is piracy, not competition. 
You can rest assured that the average, 
honest prospect has no more desire to 
deal with ‘such an agent than with any 
other unreliable person. Co-operation is 
assuming the throne held by “competi- 
tion,” and the effect upon the insurable 
public is noticeably beneficial. As a re- 
sult, this “piracy” is becoming rare. The 
days of “Let the buyer beware,” are sup- 
planted by “Let the seller beware.” 

The proper method of dealing with the 
agent who is given to “bad practices,’ 


which discredit his business or profession, 
and ours, is a subject upon which we are 
still prone to theorize, but after years of 
observation I am firmly of the opinion 
7 in fraternJty we shall find the rem- 
edy. 


ELLOWSHIP is the cure for the way- 

ward brother. He is rarely a rascal, 
He is too intelligent. He labors under 
misapprehension. He is afraid of compe- 
tition, which is a dying dragon whose 
wings and claws are clipped. He does 
not fully realize the usefulness of his pro- 
fession. 

At heart he is not a bad fellow. He 
probably acts as he does in the belief that 
you are doing likewise. He fancies that 
he has or soon will detect you as you have 
detected him. But if he isn’t all bad, and 
usually he is not, take pains to approach 
him. It is well worth while. A getting 
together, a cultivation of the fraternal 
spirit, a co-operation in the upbuilding of 
the business in which you are both en- 
gaged will undoubtedly demonstrate that 
he has many excellent qualities, is at least 
a half-way good fellow, and capable of 
further development by closer association. 
In any case, since it is financially unprofit- 
able to tear down the business structure 
ot another man, and ethically wrong to 
assume a responsibility which is unwar- 
ranted, and discredit him, self-protection 
and hard business sense combine to dic- 
tate that we befriend him and convert 
both him and his methods to irreproach- 
able standards. A competitor, good or 
bad, is hardly an enemy; at the worst he 
is an undeveloped, potential friend. 


Congratulations to Nelson 


Oscar A. Nelson of Geneva, Ill., well 
known local agent, who has been a 
member of the Illinois Association of 
Insurance Agents for many years, was 
recently elected state treasurer of Illi- 
nois on the Republican ticket. At the 
Springfield meeting it was voted to 
send him a telegram of congratulations. 





AME 









CASUALTY Co. 
CHICAGO, 





RICAN 


Accident and Health Insurance 


AGENTS MAKE THIS COMBINATION YOUR OPPORTUNITY 
226 West Adams St., Chicago, IIl. 


Home Offices- 












Fire - 


STANDARD 
_ ne RICAN 
FIRE 
INSURANCE 


Tornado 





armen 








evenneeney 











and 
ach 
ting 
rnal 
r of 
en- 
that 
east 
> of 
tion. 
ofit- 
ture 
x to 
war- 
‘tion 
dic- 
vert 
ach- 
1. or 
t he 


November 18, 1922 


——— Seep 


Organizatio 


HE annual report of the committee 
Too organization, showing a deep study 

and analysis of the conditions in the 
field, was given by R. C. Sherman of 
Waukegan, chairman of the committee, 
who summarized the year’s work and 
presented constructive suggestions for 
the coming year as follows: 

“At the semi-annual meeting of our 
association, the organization committee 
promised a membership of at least 500 
before the next annual meeting. We found 
it comparatively easy to reach this figure 
and would have exceeded it by a large 
margin if it had not been necessary to 
drop a number of names on account of 
non-payment of dues. Our experience 
this year has changed our views some- 
what and we have come to the conclusion 
that a large number of members is not all 
that constitutes a successful organization. 
We would like to have every representa- 
tive agent in the state, a member of this 
association. We need their moral, as well 
as financial support and it should be the 
business of every member to see that the 
other legitimate agents, in their city and 
community, are brought into our associa- 
tion. It is just as essential for us to 
have a strong and complete organization 
as it is for the companies to have their 
organizations. Imagine, if you can, the 
chaos, if the companies in the Western 
Union territory did not have the West- 
ern Bureau and the Western Union. It 
therefore behooves each and every one of 
us to attend the meetings and be honest 
with ourselves and the association in the 
payment of our graded dues and, if neces- 
sary, contribute an additional amount to 
carry on our work. The companies do 
not experience any difficulty in collecting 
sufficient money for their organizations 
and each company pays according to fteir 
premium income. ; 

On the other hand, if an agent is not 
entirely willing to pay the amount neces- 
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Committee Report 


sary for a membership, he is not worthy 
of the title and should not participate in 
the benefits of this organization. There is 
no profession that has so many men 
gleaning around on the outside as has in- 
surance. Other professions would be de- 
manding legislation to keep these fellows 
out of business. The sideliner is to insur- 
ance what the quack is to medicine. Our 
business should be kept on a high stand- 
ard and it can only be kept there by in- 
surance men. As local agents, we should 
stand squarely against the sideliner, fight 
him at every turn and from every angle 
and make it an individual matter as far 
as Our Own agencies are concerned. We 
want every member of this organization 
to be active. A few active men can ac- 
complish more than a thousand drones. 
If all our five hundred members put their 
shoulder to the wheel and practice the 
principles for which this organization 
stands, we will have an old fashioned 
house-cleaning in insurance matters, and 
in a short time. 


66 TUST a word to our members who 

have a ‘grouch on’ because of some 
act of this organization, or one of its 
members. There are any number of rea- 
sons why the various departments of this 
organization have not functioned as they 
should. The principal reason is the lack 
of funds. Now, if you will make a lib- 
eral donation to the treasurer, it will help 
to relieve that peeve and also help pay the 
salary of a man who can give his entire 
time to association affairs and iron out 
your troubles. 

“It would not be outside the pale of the 
organization committee if we should touch 
on the subject of our relations with the 
companies. We note, with pleasure and 
satisfaction, the report of the meetings of 
the Western Union and Western Bureau. 
Both organizations have pledged them- 
selves to a closer fellowshinp with the lo- 
cal agents’ association. Surely the lion 
and the lamb are lying down together. We 
trust the managers are sincere and will 
not stop at merely going on record in this 
matter. At last, the two branches of the 
insurance business, agency and company, 
have found that the welfare of each de- 
pends on the other, and are essential to 
cach other to keep the business properly 
balanced. As local agents, we welcome 
the dawning of a new day. To show our 
sincerity, we have opened all our meetings 
to the company representatives and the 
press. We have nothing to hide, and 
while we have not as yet been invited into 
their councils, we feel that progress is 
being made. 


6c OUR committee would recommend 

that this association go on record as 
being in favor of establishing a standing 
committee to confer with a committee 
from the company organizations, should 
they appoint one, to take up matters of 
importance in this state. We believe the 
time is at hand when this should be done. 
We have talked on acquisition cost, un- 
derwriters, etc., for several months and 
it is time we take definite action. Illinois 
can well afford to step out and take the 
lead in this respect. We would then have 
a committee with authority to look after 
our interests, such as the conference com- 
mittee of the Western Union and West- 
ern Bureau, and would have a body with 
which those organizations could confer.” 
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The Fidelity & Casualty 
Co. of New York 


134 SOUTH LA SALLE ST. CHICAGO, ILLINOIS 


The Premier Casualty and Surety 
Agency of the West 


Experts on hand in all branches of the business to work out 
and put through your propositions equitably to insured and 
insurer. - Correspondence with insurance agents solicited. 
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Manager. Associate Manager. 
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Caledonian Insurance Company 


A Service writing Company 
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For agency representation communicate with 
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Room 1929 Insurance Exchange CHICAGO, ILL. 
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Are Your Clients Protected? 
SPECIALIZED 20 YEARS — BROKERAGE SOLICITED 


Phone Franklin 230 1021 Women’s Temple 
CHICAGO, ILL. 








THE EMPLOYERS’ LIABILITY 
ASSURANCE CORPORATION, £2: 


of London, England 
SAMUEL APPLETON, United States Manager 
Boston, Mass. 


Accident and Health, Burglary, Employers’ Liability, 
Fidelity and Surety, Plate Glass, Steam Boiler, Fly 
‘ Wheel, Workmen’s Compensation, Automobile, 
Liability, Property Damage and Collision, and all forms 

of Public Liability Insurance. 


McMULLAN & DOUAIRE 


Managers of Illinois Department 


Insurance Exchange Bldg., Chicago 
Especially Attractive Service to Agents and Brokers 











Say! Mr. Illinois Agent— 


Ask the Field Men who visit your office 
(They Know) 


where you can secure the best service for 
Casualty Insurance lines and hear the 
almost universal answer 


London Guarantee and Accident Co., 


through 


Conkling, Price & Webb 


General Agents 


1423 Insurance Exchange 


Chicago, II. 
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Rios I Doyle Is F inet 
At the Second Day’s 


HE second day’s proceedings of 

the Illinois Association of Insur- 

ance Agents at Springfield was pre- 
sided over by President J. A. Giberson 
of Alton. He introduced C. J. Doyle of 
Springfield, associate general counsel of 
the National Board. Mr. Doyle re- 
ferred to his career as state fire marshal, 
he being the first to hold that office. 
He said that it was one of the most im- 
portant posit‘ons in the state. Mr. 
Doyle said that insurance men must 
show the people that they are really 
partners in the great insurance enter- 
prise. He said that a levy of $3,500,000 
is made on insurance companies in IlIli- 
nois for the purpose of writing indem- 
nity and serving the people in the way 
of taxes and fees. In other words, the 
people are taxed very high for the privi- 
lege of buying insurance. He said that 
he could not help but feel that it was a 


tax on frugality. The state fire mar- 
shal’s office is conducted at the expense 
of the insurance companies. He re- 


ferred to the vexatious laws and court 
proceedings that are hampering the 
work of companies. He said today that 
managers and company officials are re- 





Cc. J. DOYLE 
Associate General Counsel National 
Board 


quired to give a lot of time to these 
outside affairs which take valuable time 
away from the conduct of their own 
business. Furthermore, he said that the 
mutuals and reciprocals are demanding 
the same rights as the stock companies 
without being made to meet the same 
requirements. He said that in some 
states they want to get the rates and 
schedules from the stock company 
organizations. 


R. DOYLE referred to the Texas 

situation where the state actually 
makes the rates. He said that many 
towns in that state had no rates made 
for two years, much to the embarrass- 
ment of the insurance companies and 
assured. Mr. Doyle advised local 
agents to be very careful in the ad- 
vocacy of legislation because many of 
the bills act as a two-edge sword. He 
said that it is impossible to correct 
many human frailties by legislation. He 
stated that he was very much in favor 
of an agency qualifications bill in 
Illinois. 

W. E. Higbee of Chicago responded 
to the address of welcome given by Mr. 
Doyle. 

President Giberson appointed on the 
resolutions committee A. J. Anderson of 
Kewanee, chairman; Lyman M. Drake, 
Chicago; R. W. Troxell, Springfield. 
On the nominations committee he ap- 
pointed H. H. Cleveland, Rock Island, 
chairman; J. M. Newberger, Chicago; 











N. C. McLean, East St. Louis; John H. 
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Wood, Bloomington, and Allen Murphy, 
Eldorado. 9 


EORGE NORTH TAYLOR of 

Streator, chairman of the grievance 
committee, told of a number of cases 
that he had taken up, most of which 
had been amicably settled. He said 
that a number of complaints came from 
the farm field where a district manager 
had sub-agents. The ethics in this re- 


lationship do not seem to be firmly 
established. Mr. Taylor said that in 
many respects an agent who has a 


grievance against another one does not 
try to settle it in a friendly way with 
his competitor. He said that if a local 
agent goes to a competitor in an amic- 
able spirit and not with a knife or a 
brick bat he can often adjust his differ- 
ences. He said that he should point out 
to the offending local agent that he is 
not seeking him out because of this 
special grievance but that all agents 
should act so as to protect the business 
as a whole. Mr. Taylor is regarded as 
a very efficient grievance committee 
chairman and although he attempted to 
retire from that office at this meeting, 
he was retained. 

President Giberson read telegrams of 
greetings from J. T. Catlin, Jr., of Dan- 
ville, Va., chairman of the fire preven- 
tion committee of the National associa- 
tion, and James L. Case, president of 
the nationa] body. 

Frank L. Madden appeared before the 
Illinois local agents advocating the es- 
tablishment of a state police force. He 
said that a bill will be introduced in the 
next legislature providing for a_ state 
constabulary similar to New York and 
Pennsylvania. He urged the insurance 
men to get back of it. 


ISS EDITH I. GOODSPEED oi 
Joliet reported for the fire preven- 


tion committee. R. C. Sherman of 
Waukegan reported for the organization 
committee. He said that he was im- 


pressed by one thing that had come to 
his notice. In his city is a local agent 
who is crippled and has to wheel him- 
self along the street in a chair. He said 
that when he received President Giber- 
son’s letter to canvass Waukegan for a 
fund to finance the organization he did 
not approach this agent, because he 
felt that he was so physically incapaci- 
tated that he should not be asked to 





contribute to this fund. He said, how- 
ever, that this man had voluntarily sent 
a contribution to President Giberson. 
Mr. Sherman said a course like this 
should put every agent to shame. Here 
was a man who was suffering and fabor- 
ing under many physical handicaps, and 
yet was willing to contribute something 
to the welfare of the association. 

L. A. Howes, of Peoria, chairman of 
the legislative committee, said that this 
had been an off vear legislative-wise and 
the committee had not had anything 
to do. 


E ROY KLING of the Kling-Gibson 
Advertising Agency of Chicago was 
introduced as the last speaker in the 
morning and gave a talk on agency 
advertising. He exhibited a number of 
proposed advertisements to demonstrate 
how a campaign might be carried on. 
John H. Wood of Bloomington called 
attention to the fact that Newton M. 
Campbell of his city, a man well along 
in years, who had faithfully attended 
Illinois meetings, was in a delicate state 
of health. He suggested that a telegram 
of greetings and good wishes be sent 
him, 


W. 


mittee. 

Karl V. Keck of the Keck Agency at 
Fairbury, Ill, read a paper on farm in- 
surance which attracted wide attention. 
He said that this agency was estab- 
lished in 1893 by his father, Charles W. 
Keck, who, he said, was present to give 
him “moral support.” Mr. Keck was 
delightfully humorous in his opening re- 
marks, and then gave some comment 
en the farm business that was decidedly 
interesting. 

J. C. Robertson of Harrisburg, IIL, 
spoke on bank agencies. He referred 
to the recent controversy at Harrisburg 
and deplored the publicity that had been 
given to it, especially naming the com- 
panies involved in the bank agency. He 
said that negotiations were on at na- 
tional headquarters for the settlement 
of this difficulty. His paper was well 
received. 

R. C. Sherman of Waukegan paid a 
deserved tribute to President Giberson 
and called on those present to rise in 
tribute to his magnificent work. 


A. SCHNEIDER of Kankakee 


reported for the auditing com- 











WE represent the following companies in Chicago— 
and they are good companies to represent and 
we recommend them to the Agents of Illinois: 


Phoenix, London 
Springfield, Mass. 
American, New Jersey 
Security, Conn. 
Camden, New Jersey 


Commercial Union, Eng. 
Imperial, New York 
Commonwea'th, New York 
Columbia, New Jersey 
California 


Critchell, Miller, Whitney & Barbour 
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| 175 West Jackson Boulevard, CHICAGO 
Phone Wabash 2056-7-8-9 


COMPLETE SERVICE IN ALL LINES OF INSURANCE 























221 Market St., 





The Giberson Insurance Agency 
Established Sept. 1, 1908 


Insurance In All Its Branches 


Illini Hotel Bldg. 


ALTON, ILL. 
Brokerage Business Solicited 


Henry D. Sexton Stephen D. Sexton Stephen D. Sexton, Jr. 


SEXTON & SONS 


General Insurance 


Office, 21 North Main Street 
EAST ST. LOUIS, ILL. 


St. Clair 64 Bridge 296 








Illinois State Trust Co. Agency 


WILLIAM R. BROWN, Manager 


INSURANCE OF ALL KINDS 


FIRST NATIONAL BANK BUILDING 
EAST ST. LOUIS ILLINOIS 
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Howes-Fahnestock 
Phone M 491 


ANY KIND OF GOOD INSURANCE 
PEORIA - . : 


Hippodrome Bldg. 








ILLINOIS 








McQUADE and HORSTMAN 








Every Kind of Insurance Well Written 








717-18 JEFFERSON BLDG. PEORIA, ILL. 








J. WACHENHEIMER CHAS. H. MISNER ADOLPH J. MAYER 


PEORIA’S LEADING AGENCY 


CALLENDER & CO. 


Insurance in All Its Branches 
Surety Bonds 


317 SOUTH ADAMS STREET 
Third Floor Bennett Building 


PEORIA, ILL. 








Estate of W. T. Furst C. Erwin Arends Marion H. Rouse 


Furst, Arends & Rouse 


General Insurance and Surety Bonds 


704 Lehmann Building 


Phone Main 518 PEORIA, ILLINOIS 











WALTER B. TOBIAS, PRESIDENT HowaARD D. KELLOGG, VICE-PRESIDENT 
EzrRA TOBIAS, SECRETARY AND TREASURER 


Tobias-Kellogg Co. 


(INCORPORATED) 


GENERAL INSURANCE — BONDS 
PEORIA, ILL. 


912-914 LEHMANN BUILDING 


ESTABLISHED 1896 TELEPHONE: MAIN 934 











MOISANT INSURANCE AGENCY 


Largest Insurance Agency 
In Eastern Illinois 


Kankakee 


Illinois 














Moisant’s Last Year as 


Secretary, He Announces 


Secretary Shirley E. Moisant of the IIli- 
nois Association of Insurance Agents in 
a supplemental report to his regular re- 
port at the annual meetir)z, announced 
that after this year he would not serve as 
secretary and treasurer. He had this sig- 
ni ficant sentence at the end of his Teport. 

“T am going to learn to play golf.” Sec- 
retary Moisant has served as secretary 
for a number of years and receives $1 per 
member for his service. There are about 
500 members so that makes him $500 a 
year. The greater part of his salary is 
used in promoting the work of the or- 
ganization. He stated that in refinancing 
the organization the dues should be on a 
sliding scale running from a minimum of 
$10 a year to $100 and the secretary 
should be paid $2 per member. This ac- 
tion he recommends in case a_ salaried 
executive secretary is not secured. He 
said that to handie all the details of the 
= is worth considerably more than 
$500. Karl Rieke of the National associa- 
tion was in’ Illinois for five weeks and 
succeeded in putting on 35 new members. 

Mr. Moisant said undoubtedly the in- 
creased dues will reduce the membership. 
In case a salaried secretary is not secured 
who will give all his time to the work, Mr. 
Moisant said that the secretary’s office 
should be made more attractive financially 
so that the right kind of a man could be 
secured. He is serving the coming year 
at the same salary as he received last year. 


FINANCING IS BIG PROBLEM 

(CONTINUED FROM PAGE 3) 
ised to give most efficient service at the 
insurance department. He proposed an 
agency qualifications law, stating that 
the department would back it to the 
very last. Superintendent Houston cer- 
tainly won the hearts of the agents and 
proved himself their friend. When he 
arrived at the banquet a little late, after 
the others were seated, he was given 
much applause. 

The Illinois Association of Insurance 
Agents feels that with Superintendent 
Houston’s backing it can get somewhere 
with an agency qualifications law and 
believes that with a proper measure of 
this kind many unfit, incapable sideliners 
will be eliminated . The association 
also feels that with a proper quali- 
fications act it will be possible to elim- 
inate those agents who are licensed to 
place their own business or those of a 
few people. In other words, they want 
to eliminate what might be termed le- 
galized rebating. 


OR the first time the association met 

during two days. This was found 
to be a mistake so far as attendance at 
the last afternoon session was con- 
cerned. However, under the peculiar 
circumstances the association members 
desired to discuss the refinancing plan 
and hence met the day before the reg- 
ular meeting. The attendance at the 
banquet was very large, there being 
about 175 present. 

A motion prevailed during the meet- 
ing that the new administration be em- 
powered to appoint a farm conference 
committee and such other special com- 
mittees as may seem best to take up 
special questions. The farm men have 
never been active in the organization, 
but it is felt that they have sufficient 
interest to require the association to 
give particular study to their problems. 

The Illinois association hopes to meet 
the conference committee of the West- 
ern Union and Western Insurance Bu- 
reau and to bring up some of the prob- 
lems that are now confronting the 
agents in the state. In some of the 
talks especial reference was made to 
the action taken by both of these com- 
pany bodies in inviting the agents to 
confer with them on any questions of 
mutual interest. 


R. M. Berger, manager of the Illinois 
Audit Bureau, was present at the con- 
vention of the Illinois Association of 
Insurance Agents at Springfield. 





“Reliable Insurafce”’ 
WOLFORD 


Insurance Agency 
6 East Main Street 








Phone 345 
DANVILLE ILLINOIS 
es 
S. F. Phillips H. F. Espenscheid 


Phillips & Espenscheid 


INSURANCE 


In All Its Branches 


Loans and Investments 


Tel. 118 110 W. Main St. 


DANVILLE, ILL. 








= 
Munroe Brothers 


INSURANCE 
Of Every Kind 


JOLIET, ILLINOIS 











WM. A. MURPHY JOHN B. ANDERSON 


Oliver Realty Company 


Insurance 


Mortgage Investments 
HEGGIE BUILDING 


Joliet, Illinois 








Monier & Morrissey 


GENERAL INSURANCE 
329 Illinois Building 
Garfield 1055 
CHAMPAIGN, ILLINOIS 











W. R. HIDY 


Insurance 
Loans 
Real Estate 


Champaign Illinois 
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F. C. HAMLIN 
COMPANY 


Insurance Underwriters 





Metropolitan Bldg. 
435 Missouri Avenue 


EAST ST. LOUIS, ILL. 








L. G. SMITH R. M. SMITH 


L.G. SMITH & BRO. 


GENERAL INSURANCE 


ARCADE BLDG. 
East St. Louis, ILL. 








Walter E. Beckwith 
President 


Arthur M. Beckwith 
Sec’y & Treas. 


BECKWITH BROS. COMPANY 


INSURANCE 
REAL ESTATE 
and LOANS 


320 Missouri Avenue 
EAST ST. LOUIS, ILL. 


ILLINOIS LOCAL AGENTS’ NUMBER 


13 














N. C. McLEAN J. F. GALVIN 


McLEAN & GALVIN 


GENERAL INSURANCE 


OFFICE: 


No. 508 Missouri Avenue 
EAST ST. LOUIS, ILL. 


Oldest and largest Insurance 
Agency in East St. Louis 








Cc. L. TRACY W. A. HENRY 


_Member of the 
National Association of 
Insurance Agents 


TRACY & HENRY 


REAL ESTATE AND INSURANCE 
COBB BLDG. 


KANKAKEE, ILLINOIS 








A. J. ANDERSON LYLE ROBISON 


Anderson & Robison 


INSURANCE 
117 W. Second Street 


KEWANEE, ILLINOIS 




















Good Attendance and Notable — 


Addresses at 


HE banquet of the Illinois Associa- 
tion of Insurance Agents was largely 
attended. C. M. Cartwright of THE 
NATIONAL UNDERWRITER acted as_ toast- 
master. Insurance Superintendent Hous- 
ton, who had spoken during the afternoon, 
was present at the speakers’ table and was 
introduced. He stated that it was un- 
usual to have both the director of trade 
and commerce and insurance superin- 
tendent, both experienced insurance men. 
W. A. Murphy, the director of trade and 
commerce is a member of the Oliver 
Realty Company of Joliet, Ill, and Mr. 
Houston has conducted a loss adjusting 
office in Chicago for a number of years. 
President George B. Stadden of the 
Franklin Life of Springfield made a great 
hit with the men present in his talk on 
“The Fraternity of Insurance.” The in- 
surance men were reminded of the fact 
that at the annual meeting at Ottawa a 
year ago, the Central Life of that city 
showed them many courtesies and three 
or four of their officials attended the 
banquet. Judge W. H. Hinebaugh, gen- 
eral counsel of the Central Life, spoke at 
the Ottawa banquet. 


CLAVIN, cashier of the First Na- 
e tional Bank of Rock Island, was 
present to represent the Illinois Bankers 
Association. He told of some of the 
troubles that were confronting the bankers 
at this time, the prejudice that existed 
against them, the fight that was being 
made on the federal reserve bank system 
and said that the situation was precarious 
in many ways. He declared that insur- 
ance and banking should be articulated in 
all respects. The two lines of activity 
go hand in hand in many ways. They 
are closely related. He said that the 
bankers look with some degree of alarm 
on the radical. sentiment in the country. 
He said that bankers are not self adver- 
tisers. They do not speak from the house 
tops. Let a banker run for office of any 
kind and the guns are leveled at him be- 
cause he is a banker. Regardless of his 
efficiency he is defeated. He thinks that 
the public needs more education as to 
economics and the functions of banking. 
He said that the radical today is railing 
at the banker and capitalist. Mr. Clavin 
said that a man in any business must look 
beyond his own field and take a broad 
view of all activities. 


SSISTANT MANAGER H.G. CAS- 

PER of the Westchester Fire made 
a strong impression on his hearers by his 
outspoken sentiments and his very happy 
manner. Mr. Casper formerly traveled in 
Illinois as state agent of the Great Ameri- 
can and then was a local agent at Peoria. 
He therefore is able to view the insurance 
field from every angle. 

The banqueters were especially delighted 
to have William A. Murphy of Joliet, IIL, 
the recently appointed director of trade 
and commerce, as a guest. Mr. Murphy 
is a high grade business man and attorney 
and as head of the department brings to 
it a sincerity and intelligence that will be 
felt. He spoke of one bureau in his de- 
partment, that being the one that super- 
vises small loans of less than $300. He 
said that this loaning system takes the 
place of the old loan shark office. Under 
the law such offices are not allowed to 
charge more than 3% per cent per month. 
He said that these ‘people want the re- 
spect of the public. They must be licensed 
and supervised. 


Annual Banquet 


M* MURPHY referred to insurance 
as one of the greatest businesses out 
of doors. He said that his department 
and the insurance department are not at- 
tempting to regulate or harness insurance 
companies. They are administering the 
laws as they find them. He said that 
neither he nor Superintendent Houston 
had any desire to hamper or embarrass 
any insurance man or company. He said 
that insurance laws are on the statute 
books. They have to be administered. If 
something is seen in the laws that needs 
to be changed, he said that he and Mr. 
Houston would feel free to call attention 
to it. He said that the business should 
be regulated by the state. He said that he 
and Superintendent Houston were using 
their best efforts to give adequate and 
efficient service. He stated that he is in 
absolute accord with Mr. Houston and 
there is no friction at all between them. 
Mr. Murphy said that many sell insur- 
ance simply because they need the money. 
He regards this as the wrong angle from 
which to view the business. He said that 
an insurance agent should give intelligent 
service and should sell the policyholder 
something that the latter needs. 


ICHARD E. VERNOR of Chicago, 

the new head of the fire prevention 
work being conducted by the companies 
under the supervision of the Western 
Actuarial Bureau made his maiden speech 
before the Illinois agents on fire preven- 
tion. He was formerly Michigan state 
agent of the Liverpool & London & Globe 
and is a son of the late Frank A. Vernor, 
who for many years was Michigan state 
agent of the Queen. Mr. Vernor made 
a great hit at the Illinois banquet by his 
enthusiasm and vivid way that he por- 
trayed the need of fire prevention. 

State Fire Marshal John G. Gamber 
was not on the program but was intro- 
duced by the toastmaster as one of the 
state officials who had rendered great 
service and was entitled to much credit 
for what he had done. Mr. Gamber in 
the course of his remarks said that local 
agents should be especially careful these 
days not to over insure. He said that 
there is too much careless work on part 
of local agents. Mr. Gamber declared 
that local agents do not investigate values 
thoroughly enough. In speaking of the 
fire loss in cities in the United States and 
those abroad, Mr. Gamber said _ that 
American cities are much better equipped 
to fight fires than the fire departments on 
the other side of the water. 


Managers Well Represented 


The managerial talent at the Spring- 
field meeting was represented by 
Western Manager E. A. Henne of the 
American Eagle; Assistant Manager A. 
F. Powrie of the Fire Association; Gen- 
eral Agent C. G. Wippell of the Union 
of Canton; J. G. Stauffer, second as- 
sistant manager of the Fireman’ s Fund; 
W. C. Kirkland, assistant secretary of 
the Continental; H. G. Casper, assistant 
manager of the Westchester; E. T. Tan- 
ner, executive secretary of the Security; 
Roy W. Smith, assistant secretary of 
the American Central. 


An Argus Chart tells all the vital points about 
companies, and there is a lot of information be- 
sides the mere financial exhibit. There is almost 
daily use for it. 
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CO. 
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General Accident 
Fire and Life 


Assurance Corp. 


Ltd. 
Offer 


Illinois agents ex- 
ceptional facilities in 
placing and holding 
Casualty lines. 


Agents will find it 
to their advantage to 
communicate with us 
relative to 


Workmen's Compensation 


Automobile 


All Forms 


Accident and Health 
Liability Insurance 


SUPER-SERVICE 
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H. Dalmar & Co. 


INSURANCE 





1425 Insurance Exchange 
CHICAGO 


100 William Street 
NEW YORK 








O. B. Ryon C. S. Ryon 
Geo. N. Taylor, Manager 


It’s Better to Be Safe 
Than Sorry 


Established 1879 
The Ryon Agency 


General Insurance 


120 North Park St., Streator, Ill. 





Bonfoey-McCrory 
Insurance Agency 


(Incorporated) 
All Lines of Insurance 


115 No 4h St. QUINCY, ILL. 














A. G. Parmele H. D. Robinson 


Parmele & Robinson 
GENERAL INSURANCE AGENCY 


624-625 Wm. Brown Building 
Rockford , 


Illinois 











John H. Camlin Co. 


Established 1860 


Fire Underwriters 


and Adjusters 


Mortgage Loans 


ROCKFORD ILL. 





Fire Prevention Committee Report 


VERY comprehensive report was 
A rendered for the fire prevention 

committee, the first time this unit 
has so reported, by Miss Edith I. Good- 
speed of Joliet, who pointed out several 
fundamental factors in the development 
of this phase of the work, agency qualifi- 
cation, contingent commissions, commu- 
nity cooperation and optimism ee the 
chief requirements named. Miss Good- 
speed said: 

“Fire Prevention—that phrase has been 
before us for several years, but it never 
meant something in particular to me un- 
til I learned that I was a member of this 
committee. Then I found, sad to relate, 
that the data relating to this subject after 
striking my retina, had lodged in some 


MISS EDITH 1. GOODSPEED, Joliet 
Chairman Fire Prevention Committee 


wrinkle of my brain and I was unable to 
dislodge any specific information relating 
to the subject. In a general way, every- 
one knows all about fire prevention. It 
has common sense for its foundation and 
horse-sense or as might be termed in this 
age, auto-sense for the working plans. 
“Filled with enthusiasm and a desire to 
make good in this particular branch of 
our work, and undismayed that no report 
was forthcoming from my predecessor in 
the field, I entered upon the duties and 
responsibilities of a member of the fire 
prevention committee. I was at sea, and 
sent out frantic S, O. S. calls to those in 
positions in Chicago and elsewhere to set 
me right and start me off in the way I 
should go to accomplish the best service. 


HE responses were instant, varied 

and voluminous. They came ‘by the 
yard’ and had they been of the right ma- 
terial for same, would have made a suc- 
cess as a patchwork quilt. But all through 
the advice tendered was the underlying 
idea of the personal responsibility of the 
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Wm. Brown Bidg. 


CKFORD, ILLINOIS 
General Agents for Northern Illinois 
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agent. Yet should we be the burden- 
bearer for all the sins of omission and 
commission traceable to this subject un- 
less it is to our interest to take up the 
burden, Suppose, for instance, an effi- 
cient agency qualif ication law were passed 
by our law-making powers here in Spring- 
field and suppose further that our insur- 
ance companies offered us a fair contin- 
gent commission. Such a juxtaposition 
would create a chemical combination in 
every working agent that would take us as 
a class out of the ‘Let George do it’ 
crowd. We would be become fire preven- 
tion experts over night, or about that 
time. As chimney inspectors, we would 
be willing to take chances where chim- 
neys should be condemned. With eagle 
eyes we would look for faulty installation 
of electrical appliances, and develop a 
canny sense to determine the oil-mop dan- 
ger and would insist on the need of safety 
matches for the careless smoker and 
others. We would be able to give the 
‘once over’ to the furnace and to all gas 
connections. Really what an all-round 
handy man an insurance agent becomes. 
He must specialize in all lines with fire 
prevention which is but one phrase of his 
work, eternal vigilance is his price for 
safety. 

“Team-work of teachers, associations of 
business men and of club women along 
fire prevention lines has a marked effect 
in lessening the fire loss the public schools 
are doing a wonderful work. They train 
the youth in fire prevention and we know 
in age they will not depart therefrom. 


OR those who have the vision to see 

ahead, the 18th amendment is also 
working for good to decrease the fire 
hazard. When the smoke of the battle of 
rebellion now waging has cleared away 
we will find that weak brethren who were 
made irresponsible by fiery liquor, no 
longer are a menace to the safety of the 
community. 

“The commission form of government 
as it works out in our cities has served 
well for fire prevention, for it adds to 
efficiency, subtracts from the spoils, mul- 
tiplies the improvements and divides the 
expense. 

“Over-insurance and moral hazard are 
the two dangers to guard against. They 

1ust be penalized, but like the best re- 
ceipt for cooking a rabbit, the first re- 
quirement is to catch it. The contingent 
commission for agents will avail little if 
the agent cannot catch these two dangers. 
They simply must be located. 

“But it is the every-day blunderer, the 
one who without shame admits he didn’t 
think. He simply will smoke and lets the 


lighted match fall where it will. 

Fire Prevention Week has been a red- 
letter week in the annals of this cause. 
The arousing has been so general, the re- 
sponse so universal, that surely the en- 
cannot die out. 


thusiasm 


GEORGE B. STADDEN 
President Franklin Life 











R.P. OCKENGA 
INSURANCE 


IN ALL ITS BRANCHES 


ROOM 529 
‘**PEORIA LIFE BUILDING” 


Phone Main 4703 


PEORIA ILLINOIS 











J. H. BLUSCH 


Insurance Agency 
223-25 Central National Bank Buildin 


PEORIA, ILLINOIS 








H. F. Steele 


H.B. Jamison 


Insurance Office of 


Roswell Bills & Co. 


(Established 1850) 


110 So. Adams St. 


Peoria, Illinois 








Nulla Dies Sine Linea 


WILLIAM A. WITTICK 


Insurance 
Central National Bank Building 
PEORIA, ILL. 


Telephone 363 








Insurance 
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Real Estate 
Farm Loans 
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ADDISON -BOURLAND CO. 


215 Central Nat. Bank Bldg., PEORIA, ILL. 
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ILLINOIS MISSOURI IOWA 


Quincy Adjustment and 
Service Bureau 


George C. Gill, Manager 
Wells Building 


QUINCY ILLINOIS 
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ESTABLISHED 1891 INCORPORATED 1910 


A. F. SHAW & COMPANY 


INSURANCE EXCHANGE _ .- - - 175 W. JACKSON STREET, CHICAGO, ILLINOIS 


Insurance of Every Description 


Excess Compensation, Excess Liability, Excess Bonds 


RADIUM SALESMEN’S SAMPLES 
TOURISTS’ EFFECTS PERSONAL JEWELRY 


TROPHIES PERSONAL FURS 
VALUABLE MUSICAL INSTRUMENTS PAINTINGS 





Issued under liberal floater forms at the lowest possible rates. 
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ORGANIZED 1824 ORGANIZED 1822 ONE HUNDREDTH ANNIVERSARY 

UNITED STATES FIRE INSURANCE COMPANY THE NORTH RIVER INSURANCE COMPANY 

OF NEW YORK OF NEW YORK 
| DECEMBER 4lst, 1921 STATEMENT JANUARY Ist, 1922 
ASSETS LIABILITIES ASSETS LIABILITIES 
| J ove ne 3onds.$2.266.97 ore > ‘ ¢] c ee “ “ . m4er2700 ££ 
od ahetapeie ae aa Unearned Premium ..... $7,064,264.57 U. S. Government Bonds*$1,961,000.00 Unearned Premiums .. . .$4,553,783.65 
Domes Estate ............. 44,400.00 Losses in Process of Ad- es 5,851,772.00 Losses in process of Ad- 
| ay ns on Bond and | — Sere ee ree 1,475,955.00 Mortgage A, leery 242.126.80 WUAGINOEME sc ccecayencces LOSS 

Mortgage ......-..+6+- 565,287. Benne Cash on Deposit........ 957,396.22 All other Liabilities..... 175,041.25 
Collateral Loans ........ 3,000.00 All Other Liabilities... .. 229,332.64 Preminms be Coures of Capital ......$2,000,000.00 
Cash on Deposit aie sem ae 1,097,607.12 ‘tend $1.400.000.00 Collection 809.147.73 ‘ Sarni 2.014.796.68 } 
Premiums in Course of Capital ......$1,400,000. Bills Receiv ist steer eens 26 020.93 Net Surplus . 2,014,7 9.68 | 

OT Ss 1,125.260.32 Net Surplus.. 3,058,235.81 we sangeet = Surplus to Policy Hold- 

» : , : Interest Accrued ....... 33,440.90 ; 
Bills Receivable ........ 131,438.96 SURPLUS TO POLICY Reinsurance Due 23,398.00 oe SEAS fel sy Ea 4,014,796.68 
Interest Due and Ac- HOLDERS ........... ee es <oteuentiontsintshs —_——— 

ued ...... eres 45,945.22 : $9,904,302.58 302.5 
Reinsurance Due ........ 59,626.00 SSS Eee eee ‘tees: Veit Gebidietimiia Siesestinahet $9,904,302.58 

$13,227,788.02 $13,227,788.02 Valuation of Securities twee ees 
LOSSES PAID SINCE GRGANIZATION $57,114,123. LOSSES PAID SINCE ORGANIZATION, —- _-_ S000 Se 
YOU LIVE IN THE UNITED STATES INSURE iN THE “UNITED STATES” ONE CENTURY OF PROTECTION | 
WESTERN DEPARTMENT: FREEPORT, ILLINOIS. F. M. GUND, Manager 
We agree in principle with the contention that the question or “feeders” or “interlocking” institutions controlled by 
of Acquisition Costs is inseparably connected with the sub- a common management. We do not believe that special 
ject of Agency Limitation and we accept as logical the privileges should be granted to companies owning, 
eee for reasonable restrictive rules for Agency operating or controlling such tributary concerns. 
epresentation. ; ; . 
W a nt - . ii il We believe that Local Agents are mainly responsible for 
e are in full accord with the effort for discriminating . rates Aah. : 
Agency Qualification rules the evil of excessive lines and the undesirable increase in 
sin ; ; ; t of excess or reinsurance business. 
We do not admit that there is any difference in the the amount o A . 
practical effects upon the American Agency System CHAS. E. SHELDON 
between the operations of ‘Underwriters Agencies” so Manager Western Department 





called, and the aggressive methods of subsidiaty companies | Rockford, Ill., Nov. 8, 1922. 
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If You Want to 
Increase Your Income— 


extend your usefulness, and strengthen your position in 
your community, a contract with the Peoria Life Insur- 
ance Company will help you. 


Agents writing fire and general insurance lines can add 
substantially to their earnings, if they take advantage 
of the service which the Peoria Life 
offers — cooperation of the practical 
kind that really helps. 





Why not avail yourself of the oppor- 
tunity to increase your income? Realize 
the full possibilities of your territory. 
Be prepared to render complete insur- , 
ance service to your patrons without 
disturbing your present connections in 
other lines. 


itt 
ji A 
: Liberal commissions— 


——_—_ 





A wide variety of up-to-date 
attractive policies that sell— 





‘‘Cooperation Headquarters’’ 
Constant assistance and complete 
Pe See Ruiivn al We Peed instructions necessary to success— 


ife. wne y the Company, 
without lien or incumbrance of any 


pekiat ceauhen de tees oe Unquestioned Company strength and 
gage investments which have earned 


the Peoria Life its reputation for reputation- ce 


Thorough, conscientious service to 


‘Policies St F Sean 
acetal as orien, tiga Maicmaie policyholders and beneficiaries— 


Mortgages Can Make Them !’’ 





If these things interest you, a Peoria Life 
contract will appeal to you. 














Peoria Life Insurance Company 


Peoria, Illinois 














